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Mixed Cars Our Specialty Mixed Cars Our Specialty 


Mixed Cars Our Specialty 


Mixed Cars Our Specialty ; Mixed Cars Our Specialty 


“A Complete Stock of Flour and 
Feed in One Car” 


MILL RCSE FLOUR—fancy short patent spring wheat; PRIDE OF 
WISCONSIN—White patent ryee GRAHAM FLOUR, CORN 
MEAL, BUCKWHEAT FLOUR, CREAMOLA Breakfast Food. 


A-C DAIRY RATION A-C SCRATCH FEED 
A-C BABY CHICK FEED A-C CALF MEAL 
A-C DEVELOPER FEED A-C EGG MASH 


A-C FATTENER 


MONARCH SCRATCH FEED MONARCH DAIRY FEED 


PURE BRAN AND STANDARD MIDDLINGS, FLOUR MIDDL- 
iINGS, RED DOG, OIL MEAL, GLUTEN FEED, COTTON SEED 
MEAL, SIFTED CRACKED CORN, GROUND OATS, GROUND 
FEED, CHOP FEED, OYSTER SHELLS, POULTRY GRIT. 


CORN OATS WHEAT 


Our Flour Mill and Mixed Feed Plant are modernly equipped in every respect, 
and our shipping facilities are surpassed by none. 


Phone or Wire us, for prices, when in the market. 
Personal attention given to all orders, large or small. 


“SERVICE ABOVE SELF. HE PROFITS MOST 
WHO SERVES BEST.” 


WISCONSIN MILLING COMPANY 


MENOMONIE, WISCONSIN 


Mixed Cars Our Specialty Mixed Cars Our Specialty 
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“One Good 


Turn 


Deserves 
Another” 


YES SIR, BILL, I sure do appreciate wiat you told me about the great success you 
were having as a TRUE VALUE dealer. 


Just as you said, I also found that ‘ONE SATISFIED USER TELLS ANOTHER,’ 
and that is why it is so easy for TRUE VALUE dealers to build up a profitable business and 
that ‘TRUE VALUE’ is a good “buy” word for every feed dealer. 


As you also know, the TRUE VALUE dealer can buy mixed cars with such a complete 
assortment of various kinds of feed and grain, that he enjoys a quick and steady turn-over 
of money invested and always has a fresh supply of feeds on hand. 


The last car of TRUE VALUE feeds th Ladish Company shipped me contained an 


assortment of eleven different kinds of feed, and I received the car two days after it was 
loaded; that is TRUE VALUE service. 


The Ladish Company offers a complete line of poultry feeds and mashes—six different 
kinds of dairy feeds—24% protein, 20% protein and 164%4% protein, with or without molasses; 
also various kinds of stock feeds and molasses horse feeds. 


Their quotation sheet shows thirty-five different kinds of feeds and grains that a TRUE 
VALUE dealer can obtain in a mixed car. 


I certainly am glad that I wrote them to send me their weekly quotations and am well 
pleased with the success I am having as a TRUE VALUE dealer. 


If you are not getting our weekly quotations, drop us a line. We will be pleased to place 
your name on our mailing list. 


TRUE VALUE FEEDS ARE MADE “RIGHT” IN MILWAUKEE 


THE LADISH COMPANY 


Dept. B 
Long Distance Phone Orchard 7010 


Milwaukee Wisconsin 
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Hales 
Milling 
Co. 


Ist Ave. Viaduct 
and Lake St. 


MILWAUKEE 


Manufacturer 
of 

Egg Mash 
Chick Mash 
Growing Mash 
Baby Chick Feeds 
Scratch Feeds 
Pigeon Feeds 
20% Dairy Feeds 
16% Dairy Feeds 


Write 
for 


Samples 


Less than 
Carloads 
Our Specialty 


BUY THE BEST 


ARCADY DAIRY FEED 


16% Protein 


“The Old Reliable 16% Feed”’ 


AND 


Full Line Arcady Wonder Feeds 


ARCADY FARMS MILLING COMPANY 


SOLD BY ALL GOOD DEALERS 


Che feed Bag 


DAVID KNOX STEENBERG 
Managing Editor 


The Feed Bag is published monthly by the Editorial Service Co., 
Inc., 86 Michigan Street, Milwaukee, Wis. The Feed Bag is circulated 
among and edited strictly in the interests of every feed, flour, grain, 
salt, coal and allied products dealer of Wisconsin, Northern Illinois, 
Upper Michigan and immediate adjoining sections of the states of 
Minnesota, Iowa and Indiana. 


The Feed Bag offers an unusual, efficient and highly concentrated 
advertising service to selected clients. Advertising rates, closing 
dates, etc., may be had by writing The Feed Bag publication office for 
the same. The Feed Bag mailing date is the 25th of each month pre- 
ceding the month of issue. 


Address all correspondence to The Feed Bag, 86 Michigan Street, 
Milwaukee, Wis. 


Copyright, 1925, the Editorial Service Co., Inc. 
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MILWAUKEE WISCONSIN 


Volume One. 


SEPTEMBER, 1925 


Number Two 


The Feed Bag “Hits The Spot”; 


First Issue Praised 
We Wish You Much Success, Dealers Chorus—Read Paper 


From Cover to 


66 HE Feed Bag is just the 
; kind of a paper the feed 
dealers have been in need of. 

We wish you much success.” 


That’s what Jim Keegan of Keegan 
Bros., Richland Center, Wis., thinks 
of The Feed Bag and there are hun- 
dreds of other dealers who have writ- 
ten to or called on the editors of The 
Feed Bag, since the first issue was 
mailed, and told them exactly the 
same thing. 

Jim wrote us a letter. He said Mr. 
Colman’s article on price cutting was 
“fine and right to the point,” and that 
The Feed Bag editorials were “very 
interesting.” He admits that he read 
every word in The Feed Bag, the ads 
n’everything. 

Should Be Weekly 


Shortly after we received his letter, 
Jim stopped off at Milwaukee. We 
were glad to see him. “Is there any- 
thing you don’t like about The Feed 
Bag?” we asked. “Yes,” he said, “I 
dont’ like the fact that it’s a monthly. 
It ought to be a weekly. We need it 
oftener.” 

D. B. Bilkey of the B. & B. Mer- 
cantile Co., Inc., Ishpeming, Mich., is 
another dealer who read The Feed 
Bag “through from cover to cover.” 
The Feed Bag is a free circulation 
paper, but he likes it so well he says 
he’d “be glad to subscribe for it.” 

A. A. Aggen of Aggen & Son, Port 
Washington, Wis., wants more articles 
such as Mr. Colman’s exposure of the 
price cutting evil, which appeared in 
the August issue. He thinks the edi- 
torials were “very fine,” the personal 
nems items “O. K.,” and also admits 
that he read the ads. 


Can’t Be Improved 
“The Feed Bag just hits the spot. 


Cover—Want More Price 


I don’t think you can improve upon 
it”’ B. L. Hillger of the Adell Co- 
operative Union, Adell, Wis., is the 
dealer who wrote that. We don’t 
know Mr. Hillger, but we plan to meet 
him before long. We don’t quite agree 
with him that The Feed Bag can’t be 
improved upon, but we’re glad he likes 
it and we hope he’ll like each succeed- 
ing issue even better. Hr. Hillger 
also writes that the outlook for fall 
business is very promising. “The 
farmers are getting back on their feet,” 
he says. 


W. T. Hahn of the Lodi Grain Co., 
Lodi, Wis., writes: “The Feed Bag is 
attractive and should be. It aids the 
enjoyment of reading it. We hope 
your venture will be a decided suc- 
cess.” Mr. Hahn is another reader 
who appreciated Mr. Colman’s de- 
nunciation of price cutting. “You 
should emphasize sternly the price 
cutting evil,” he says. 

F. W. Liethen of the E. Liethen 
Grain Co., Appleton, Wis., wrote us 
a short but very encouraging letter. 
He expressed his appreciation of the 
price cutting article and the editorials 
particularly, and generally showed that 
he has become one of The Feed Bag 
boosters. 


Good Advertising Medium 

York of 1. W. York Co, 
Portage, Wis., thinks that the general 
appearance of The Feed Bag as well 
as its content is very fine. The I. W. 
York Co. is one of the ranking flour 
jobbing firms in Wisconsin and Mr. 
York remarked that he appreciated 
the advertising support that the flour 
mills were giving The Feed Bag. 

The Feed Bag should be a “good 
place to advertise” in the opinion of 
G. W. Spear of the Wyocena Farm- 
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Cutting Articles 


ers’ Coop. Co., Wyocena, Wis. Mr. 
Spear realizes, as many of the dealers 
do, that they have never before had a 
real “dealers’ paper.” He predicts that 
the feed business will be light until 
late in the fall and comments on the 
fact that his firm is doing a lot of 
custom feed grinding at the present 
time. 


The Dealers’ Paper 

Frank B. Hoag of the Hoag Grain 
Co., Waukesha, Wis., is another re- 
tailer who appreciates the fact that 
The Feed Bag is the only true 
“dealers’ paper’ in the field. He 
wrote that he read the first issue from 
cover to cover and predicts that The 
Feed Bag will be an outstanding suc- 
cess if it continues to maintain its 
position as “The Dealers’ Paper.” 
Right here and now we wish to assure 
Mr. Hoag and all other dealers that 
The Feed Bag will always be main- 
tained as “The Dealers’ Paper.” It 
has been established to fill that need— 
all other divisions of the trade have 
their own good business journals. 


T. R. Evenson of the Monroe Roller 
Mills, Monroe, Wis., is an enthusiastic 
booster. He wrote a nice letter in 
which he didn’t have a critical thing 
to say about The Feed Bag. He sug- 
gests that “more articles on price cut- 
ting would be fine.” 


If more space could be spared we 
could fill several pages with quota- 
tions from complimentary letters we 
have received through the mails and 
complimentary remarks of dealers who 
have called upon us. We might also 
devote some space to compliments we 
have received from other sources— 
from millers, manufacturers, university 
professors, experimental station work- 
ers, association executives and fellow 
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journalists. We certainly appreciate 
every letter and every suggestion we 
have received. We ask that the 
dealers not stop writing to us and 
that they tell us every time they espe- 
cially like or don’t like anything we 
publish. We realize that we can only 
edit a true dealers’ paper with the help 
of the dealers themselves. That is why 
suggestions, whether critical or com- 
plimentary, are of the utmost value. 


ALFRED MEAD, vice-president of 
the Gulf Crushing Co., Morgan City, 
La., manufacturers of Reef Brand 
crushed oyster shells, spent several 
days in Milwaukee last week. Mr. 
Mead made the trip to Milwaukee in 
order to confer with engineers at the 
Allis-Chalmers Co. concerning recent 
improvements which that firm has 
completed at the Gulf Crushing Co. 
plant. 


WASHINGTON KLEIN, manager 
of the West Bend (Wis.) Farmers Co., 
is spending a short vacation visiting 
friends in South Dakota. 


WILL BUILD NEW MILL 

Officials of the Washburn-Crosby 
Co. have recently decided to increase 
that firm’s milling facilities at Kansas 
City, Mo., by building a new mill, ac- 
cording to dispatches from Minne- 
apolis. Work on the new mill will 
start immediately. The building of 
the new mill, company officials said, 
will place the Washburn-Crosby Co. 
in rank with the leading millers of the 
Southwest. 


M. R. WILLIAMS has servered 
his connections with the Hetzel Mill- 
ing Co., Delavan, Wis., and will be 
sales representative in Northern IlIli- 
nois for the Bay State Milling Co., 
Winona, Minn. His headquarters will 
be at Rockford, II. 


BUY LARGE ELEVATOR 

The Commander Elevator Co. of 
Minneapolis, Minn., has purchased the 
Exchange terminal elevator at that 
city, according to announcement by D. 
B. Sheffield, president of the Com- 
mander Company. The Exchange ele- 
vator has a capacity of 1,250,000 and 
is located in St. Louis Park on the 
Minneapolis & St. Louis tracks. The 
Commander Company has also filed an 
amendment to its articles of incorpo- 
ration increasing its capital stock from 
$160,000 to $1,000,000. 


The North End Fuel and Lumber 
Co. of Green Bay ,Wis., has recently 
incorporated with a capital of $10,000. 
The incorporators include E. F. Brun- 
ette, Joseph Deoroy and Lena Deoroy. 
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Learn Newest 


Feeding Facts 


At 1925 State Fairs 


Expositions, This Year, Will Be Better Than Ever; 
All Progressive Feed Dealers Are Urged To Attend 


HAT promises to be Wis- 
W consin’s greatest State Fair 
opens this year on August 
31 and continues until September 5. 
It will be the “Diamond Jubilee” year 
and Business Manager Alexander 
promises that everything will be done 
this year to make the Badger State 
exhibits and entertainments outstrip 
all other years in every department. 
With a total of approximately $128,000 
offered in premiums it is expected that 
the liberal awards will attract the 
highest class entries in the realm of 
live stock, poultry and agricultural 
exhibits. 
very feed dealer has a_ natural 
pride in the resources of his own 
state. It behooves him, therefore, to 
pay a visit to this annual gathering 
of the best that the state has to offer 
whether it grows on the hoof, stalk 
or in the ground. Nowhere else is the 
feed dealer offered such a splendid 
opportunity to keep abreast of the 
times as at the Milwaukee fair. Here 
he can rub elbows with his fellow 
dealer, can cram his pockets with the 
latest literature on the most up-to- 
date methods in the handling and 
selling of the products that comprise 
this line; can tell his problems to fac- 
tory representatives and glean all 
sorts of information which will be of 
inestimable value to him in the con- 
duct of his business. 


A Few Days’ Vacation 


Besides all this, it will benefit the 
feed dealer to get away for a few days 
and enjoy a little vacation. Just pile 
Ma and the kiddies into the family 
hack, seek out the nearest highway to 
Milwaukee and be on your way. The 
trip will do you good and you will 
be back on the job full of new inter- 
est and enthusiasm. 

In other years it has been the policy 
of the state fair management to favor 
exclusively the pure bred and regis- 
tered cattle classes. This year a most 
commendable plan has been inaugu- 
rated in the addition of a grad cow 
class. This innovation will interest a 
great many farmers who have not 
been specializing in pure breds but, 
nevertheless, have been maintaining 
herds whose quality was nothing to be 
sneezed at. By allowing these owners 
to enter their favorites the entire cat- 
tle exhibit will be enlarged and popu- 
larized more fully. 

The boys’ and girls’ clubs will come 
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in for special attention again this 
year. The fair management has set 
aside $8,000 to be awarded to winners 
in the various juvenile farmers and 
farmerette classes. Club competition 
this year will be one of the most pop- 
ular sections of the entire county dis- 
play sections. 

The women will be given a lot of 
attention also. The domestic or culi- 
nary department in other years drew 
a surprising number of exhibits that 
gave evidence of painstaking work on 
the part of the ladies who prepared 
exhibits. There were never any real 
prizes awarded but this year the fair 
board will reward the housewives 
with special prizes for excellence in 
baking, cooking, canning and other 
household arts. 


Three Horse Shows 

Horse show nights have been cut 
down this year from five to three with 
special high jumping events each 
evening. Some of the best jumpers 
in the country will be shown and there 
will be the usual high class horse flesh 
showing its paces for the benefit of 
horse lovers of which there still are 
many folks to whom the odor of gas- 
oline has become more familiar dur- 
ing recent years. 


We look for great things in connec- 
tion with the state fair this year. An 
entirely new management is respon- 
sible for the success of the 1925 fair. 
The old order changeth and whether 
it bringeth a greater and glorious 
Wisconsin fair remains to be seen. 
We are inclined to think that the 
faith of the fair board is well founded 
in selecting A. B. Alexander as busi- 
ness manager. But, come for your- 
self and see. 

Other State Fairs 

The Michigan State Fair will be 
held at Detroit, September 4-13; the 
Minnesota State Fair at Hamline, 
September 5-12; the Indiana State 
Fair at Indianapolis, September 7-12; 
and the Illinois State Fair at Spring- 
field, September 19-26. The Iowa State 
Fair is in progress at Des Moines, 
where it will close on September 4. 


DARWIN FOLLET, head of Fol- 
let & Co., well-known feed, grain and 
implement dealers at Coloma, Wis., 
says the Wisconsin rye crop will be 
especially good this year. Follet & 
Co. also conduct a general store at 
Coloma. 


i 


Quality Versus Price—Cheap 
Feeds Always Costly 


Dealers Who Sell Products They Wouldn’t 
Are Out-of-Tune With The Times, Says 


HEN the complete commer- 
W cial history of the twentieth 
century is written, when the 
cold, analytical X-ray of understanding 
is turned on those who figured as 
leaders, one name will stand at, or 
very near, the head of the list of suc- 
cesful salesmen—one who knew how 
to apply the Rules of the Game. His 
name? Andrew Carnegie. 
Men in the iron and steel 


By Harry J. Colman 


with the strictest application of the 
Golden Rule. Let us dissect this ques- 
tion of quality, policy and price. To 
understand and estimate quality in the 
finished product, we must go back to 
the mainspring of the producer—the 
management. Why? Because the fin- 
ished product of honest quality reflects 
ideals of a high order. The ideals 
must be part and parcel of the manage- 


Buy Themselves 
Business Expert 


Houses whose policy is based on 
fear, are usually unsuccesful in the 
end. They seldom advertise, they are 
anxious to meet any cut in price, they 
do.what they think the other fellow 
is doing. Such an institution handles 
an inferior product, as surely as water 
seeks its level, because quality goods 
and policy based on fear never join 

hands. Such houses are not 


trades will tell you that 
Andrew Carnegie wasn’t a 
dyed-in-the-wool iron or steel 
man—he differed from those 
who competed with him—he 
was first, last and all the time 
a salesman. He was paid the 
highest reward in wealth 
that ever was paid a salesman 
in the history of the world. 
His remuneration was gained 
in a highly competitve field, 
so that his success was any- 


efficient. 

Andrew Carnegie’s Rules 

His four cardinal rules 
were: 

First—No sharp bargains— 
do more, not less, than prom- 
ised. 

Second—If disputes arise 
always give the other party 
the benefit of the doubt. 


and business advisors. 


An Announcement 


“Quality Versus Price” is the second of a, series 
of articles which Mr. Colman has written expressly 
for readers of The Feed Bag. The first of the 
series, published in the August issue, was entitled, 
“What Is the Cost of Price Cutting?” and was, 
perhaps, the most commented on feature of the rives. Such a positive force 
new book. Next month Mr. Colman will deal with 
an entirely different subject, his article being 
entitled, “What Salary Ought My Business Pay 
thing but accidental—he was Me.” 


Harry J. Colman is a member of the executive 
staff of Wolf and Company, Chicago, accountants 
He is the consulting spe- 
cialist on cost and merchandising for the National 
Retail Lumber Dealers’ Association. 
has a national reputation among retailers and is 
particularly well known to the trade in the Middle 
West where he has addressed many conventions. 


Mr. Colman 


frank and open with their 
employees or customers and 
naturally can’t build up the 
greatest assets of any busi- 
ness—loyalty of employees 
and “good-will” of the buy- 
ing public. 

The business policy resting 
on a policy of aggression ar- 


can’t be permanently checked. 
It takes courage to stick to 
a company policy that often 
causes one to pass up orders 
because of loyalty to the plan. 
Such a policy is never linked 
to an inferior product—poor, 
shoddy goods and high ideals 
are foreign to each other. 
Real Men Are Pushers 
When you see a high-grade 
article successfully marketed, 
you will find back of it a 


Avoid resort to law, compro- 
mise. 


Third—Subject all products to more 
rigid test than the purchaser requires. 
A reputation for producing the best is 
a sure foundation upon which to build. 

Fourth—Should honest, capable con- 
tractors need extension of payments 
from accident or unusual stringency, 
be lenient, generous, and help them, 
thus making them friends. 


Quality Products Essential 


Read them again—can you conceive 
of living up to these four rules unless 
you have quality products with a fair 
margin of profit and a firm, square 
deal policy? You could do it only 
with goods of the highest grade, 
carrying a reasonable profit, coupled 


ment, because the management dic- 
tates what shall be manufactured and 
sold and the quality standard. 


If the ideals are low, the quality is 
low, and when the ideals are elevated, 
that, too, is reflected in the finished 
goods. Coupled with the matter of 
quality is company policy. Company 
policy is the plan of operation decided 
upon to guide the commercial ship to 
the port of success. As we come into 
contact with many concerns, large and 
small, we are amazed at the variations 
of policy adopted by institutions 
engaged in the same fields. When you 
dissect the “reason why” of these 
policies, you find two broad paths— 
two foundations that are adopted— 
policy of fear, or policy of aggression. 
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management dictating a policy 
of aggression and a support- 
ing organization of real men. Unless 
you have a product of the highest 
grade, how can you attract high-grade 
ability? How can you arouse and 
foster enthusiasm — that wonderful 
driving force that leads to big  busi- 
ness? You can’t buy enthusiasm; it 
doesn’t respond to financial persuasion. 
It takes good goods, fair prices and 
an honest policy, dictated by efficient 
management, to instill “esprit de 
corps”. in any organization. 

Good goods. Would you pay your 
own hard-earned money for the article 
you are recommending if you were the 
man on the other side of the desk? 
If you can conscientiously answer 
“Yes,” then your self-respect rises and 
you feel more capable—a sure winner. 
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Say what you will, you can’t enthuse— 
you can’t put the “you” of yourself 
back of a product of indifferent quality. 
Part of your honor, your pride, your 
prestige and manhood is involved in 
every sale you make. If the goods 
so'd do not more than equal the per- 
formance you claimed when recom- 
mending them, you, as well as your 
customer, lose in the transaction. 
Out of Tune with Times 

When you influence a customer to 
buy a product of doubtful quality you 
are out of tune with the times. You 
are not delivering quality service. This 
is a day of more than lip service—a 
period when all are learning that busi- 
ness exists for the community and not 
the community for business, and the 
man who fails to grasp this truth will 
surely be eliminated. 

Don’t just have a slogan of quality— 
make your goods quality goods. 
Quality is that element in man or 
goods that meets the emergencies as 
unfailingly as it performs the routine 
of daily duties. 

Too often we find that some mer- 
chandise will do the routine work, but 
when the strain - and - stress time 
comes—as it always does sooner or 
later—it is naturally found wanting. 
When you say a certain article is “just 
as good”—will do the work as well 
and is cheaper,” what you really mean 
is that the “just-as-good” may do 
ordinary routine duty as well, but it 
can’t be equal to the unusual de- 
mands—the emergencies—and _ be 
cheaper. That is usually the difference 
between the best and the so-called 
“just-as-good.” You pay a fair price 
for the best, but you get greater 
quality, satisfaction and service-emer- 
gency quality. 

Price Depends on Quality 

Price is high or low only when 
quality is taken into consideration. 
Neither does the prime cost have any 
relation to the selling price. A mo- 
ment’s reflection will easily convince 
you of this. 

Consider the watch you carry. It 
is probably a standard movement, such 
as Elgin or Waltham. For convenience 
we will assume it cost twenty dollars. 
It will weigh (if a thin model) aboit 
21% ounces. Isn't it at once evident 
that you are not paying for gold case, 
highly tempered springs, jewels, crys- 
tal or wheels? What you really want 
and have is an instrument that tells 
you the exact time, and you paid a 
price based upon what such service is 
worth to you. The cost to produce 
didn’t enter into the transaction at all. 

Elihu Root’s Fee 

It is said that Elihu Root once re- 
ceived a fee of $100,000 from a rail- 
road. One of the directors protested 
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Sussex Company Discontinues 


Credit Business 


Directors Decide All Sales Must Be For Cash; 
Costly Book Account Is Held Serious Handicap 


tending liberal credit was ham- 

pering it in the performance of 
the purpose for which it was founded— 
namely, to give “the best in quality for 
the least money’—the Sussex Co- 
operative Co. of Sussex, Wis., has 
decided to discontinue all charge ac- 
counts and sell merchandise only on 
a cash basis. 

It takes great courage to announce 
a policy such as that after doing a 
credit business for many years and 
The Feed Bag compliments the com- 
pany’s directors and D. H. Richard- 
son, manager, on their plucky de- 
cision. Every feed dealer in the coun- 
try will be intensely interested in 
watching the results of the announce- 
ment. 

Mail Letter Annoncement 

The letter which the company 
mailed to its stockholders and cus- 
tomers, announcing the change, fol- 
lows: 

“The Sussex Co-operative Co. was 
organized for but one reason—to give 
the people of Sussex and vicinity, the 
best in quality for the least money. 

“For years we have earnestly tried 
to do that very thing, but in carefully 
checking over the business, your Di- 
rectors find this—that in any business 
—like your own company—where a 
general credit business is done or a 
book account carried—rock bottom 
prices are absolutely impossible. Book 
accounts cost money and we find that 
the book account of the Sussex Co- 
operative Co.—considering interest on 
borrowed money which is reflected in 
our book account—say nothing of 
losses, as well as other expenses con- 
nected, costs us approximately $75.00 
per month. Your Directors feel that 
the cost of this book account to your 
company is unnecessarily spent—that 
if the book account were done away 
with, we could come much closer to 
the ideals under which this company 
was organized. 


Freestine that its policy of ex- 


Two Prices Unsatisfactory 


“We have in addition also felt that 
the man who comes regularly and 
pays cash is justly entitled to a bet- 
ter price than the man that asks us 
to carry his account. Two prices—a 
cash price which naturally should be 
lower and a credit price—are unsatis- 
factory. One price to all at the low- 
est margin above cost appeals to us 
much more. 

“Your directors have also felt—in- 
asmuch as this company was organ- 
ized for the benefit of all—and since 
there is no personal gain—that it is 
more or less an imposition to ask us 
to be held personally responsible and 
individually sign notes for all money 
borrowed by our Company. We ben- 
efit no more than the average cus- 
tomer, and there is no reason under 
the sun why we should be asked to 
assume the risk and responsibility of 
this company individually when the 
benefits are for all. Doing away with 
the book account would give us ample 
money for the operation of our con- 
cern, and would relieve us of the 
above named responsibility. 

“So to eliminate these disagreeable 
features, your directors have decided 
that the business of the Sussex Co- 
operative Co., on and after August 1st, 
shall be on a 


Strictly Cash Basis 


“In addition, we have instructed our 
Manager, Mr. D. Richardson, to im- 
mediately revise all prices and cut 
them to the lowest possible margin 
above cost, so that we may all benefit, 
and that this Company may carry out 
the purpose for which it was created. 

“Your business is truly appreciated, 
and we hope under this new plan to 
make it more beneficial than ever for 
you to trade with us. Watch for our 
special price lists every ten days. 

“And we feel certain that our plan 
will warrant your sincere co-opera- 
tion.” 


at the size of it and the chairman of 
the board answered: “That fee, if 
looked upon as an expense, does look 
large, but it was’nt an expense; it was 
an investment that will pay us a total 
of five millions of dollars in the next 
three years.” 


As a buyer it isn’t what you pay, 
it is what you get; as a seller it isn’t 
what you get, it is what you give that 
determines whether or not a price is 
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high or low. To sell any commodity 
there must be a market—immediate or 
potential. The market depends: 

First—Upon the number of people 
who want the commodity or can be 
induced to want it; 

Second—How much they want it; 

Third—The_ effectiveness of that 
want or demand; i. e., the ability to 
pay on the part of those constituting 
the market. 

(Continued on Page 18) 
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WE’RE GLAD 
YOU LIKE US 


In the thirty days, more or less, 
since the first issue of The Feed Bag 
was mailed to every flour, feed, grain, 
seed and allied products dealer in Wisconsin, Northern 
Illinois, Upper Michigan and immediate adjoining sections 
of Minnesota, Iowa and Indiana, The Feed Bag office has 
been in receipt of many encouraging letters from the paper’s 
readers. Every single letter, too, was complimentary, 
which honestly was a better record than we expected to 
make. Be that as it may, however, we're glad you like us. 

Starting a paper, especially one in such an unorganized 
and large field as that in which The Feed Bag circulates, 
is no easy job. Consequently, when the people for whom 
we are working, and we are working for each and every 
dealer, write and tell us that they appreciate our efforts, 
we are grateful. We ask that you all write us often. Tell 
us what you like and what you don’t like about our paper, 
yours and mine. Working together, in that way, we are 
bound to succeed. 


You are now reading the second issue of The Feed Bag. 
In many ways we think it is better than the first. We 
tried to make it so just as we will try to make each suc- 
ceeding issue always better than the last. Tell us what 
you want and we will try to give it to you. Tell us what 
you like and we will try to give you more of that. The 
Feed Bag is your paper—it’s up to you. 


FEATURES 
IN THIS ISSUE 


Mr. Colman’s exposure of the 
price cutting evil was perhaps the 
most appreciated single article in 
the August issue. So in this issue, we are again publishing 
an article by that writer. Be sure to read what Mr. Colman 
has to say about “Quality Versus Price’—it’s a time-worn 
subject, but you may be certain that Mr. Colman’s version 
is not rusty. 


Dealers should also be very much interested in Carl 
Skinrood’s article on investments. Mr. Skinrood knows 
his subject thoroughly and he has handled a difficult thesis 
in a manner that makes it at once both easy to read and 
easy to understand. The Feed Bag does not believe any 
dealer should take necessary funds out of his business and 
invest them in other fields but we do agree with Mr. Skin- 
rood that it is sometimes best not to carry all one’s eggs 
in the same basket. 


We particularly direct attention to the two articles noted 
above and as many dealers have told us they “read The 
Feed Bag from cover to cover,” we know the other good 
articles will not be overlooked. The advertising lineage 
in this issue, too, shows a gain as compared with that in 
the first issue. Don’t fail to read the ads and when you 
write to advertisers be sure to tell them about The Feed 
Bag. They will be interested in whatever you may have 
to say. 


DO YOU WANT Keep up your good work, 
AN ORGANIZATION? one dealer has written us, 

and we will have an organ- 
ization of our own within a year. Would you like to belong 
to an organization founded in the interests of and com- 
posed entirely of flour, feed, grain, seed and allied products 
dealers of the Northwest? 
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In future issues, starting perhaps with the October num- 
ber, we plan to publish articles describing the results 
obtained through organization in other retail industries. 
The Wisconsin lumbermen, for example, have an excellent 
organization of this type and Don S. Montgomery, their 
secretary, is even now planning to write an article for us— 
telling of the accomplishments of organization work among 
the lumbermen and of the possible results to be achieved 
through organization of retail feed and flour dealers. 

Whenever you feel the urge, write and tell us what your 
ideas are concerning the need and possibility of an organ- 
ization of feed and flour dealers. The editors of The Feed 
Bag believe that an organization would be a splendid thing 
for the industry. If you agree with us, write and tell us 
why you do; and, if you don’t agree, write and tell us why 
you don’t. Later in the fall, we plan to publish a compila- 
tion of dealer ideas on that big and important subject. 


. 


AGRICULTURAL 
EXPERIMENT STATIONS 


The government of 
the United States con- 
tributes $30,000 every 
year to help finance the work at the Agricultural Experi- 
ment Station of the University of Wisconsin at Madison. 
The state of Wisconsin spends annually many times that 
sum for that same purpose. Somebody, evidently, thinks 
the work is worth-while. Do you? ° 

A good part of all that money is spent experimenting 
with new feeds and new combinations of old feeds. The 
men in charge do not look at two feeds, or play with them 
in laboratories, and then profess to be able to tell you that 
one is better than the other. They maintain expensive 
herds and flocks, feed them under supervision, and then 
check results. They attempt to approximate, as nearly as 
possible, actual farm conditions. Therefore, when they 
say that one feed will do this and another feed won’t— 
they know, as correctly as anybody can know, what they 
are talking about. 

We urge every feed dealer to watch the work of the 
experiment station at Madison, Wis., the work of all experi- 
ment stations for that matter. We believe it will pay 
every dealer to do so. Dealers who do not receive and 
read the bulletins of these stations, regularly, are passing 
up opportunity. Our business is feeds—let’s keep abreast 
of the times—let’s know every new feeding fact just as 
soon after it is discovered as we possibly can. 


OUR TIME One very successful business man 
IS VALUABLE ve know is proud of the fact that he 
always sees every person who calls 
on him. “I am never too busy,” he says, “to listen to 
any man who has time to talk to me.” This man contends 
that the difficulty most men have with having their time 
unprofitably occupied with salesmen’s calls is due to the 
fact that they do the talking instead of letting the salesmen 
do it. “Salesmen who know their business,” he says, “all 
have something worth-while to say. I let them say it. 
Then, if I have any questions to ask, or any comment to 
make, I take my turn and my turn is always a short ‘one. A 
lot of the things I pass on to others, and get credit for 
knowing, I know because some salesman told me.” We 
believe many busy feed and flour dealers would do well to 
follow this man’s practice. They would waste less time. 
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Retired Feed Dealer Lives In 
Lotus Land 


Charles J. Kaiser, Former Palmyra Manager, 
Has Rare Flowers Growing On His Property 


N Lotus Land! 
I After many years of hard work 
in his elevator and ware house, 
Charles J. Kaiser, retired manager of 
the Farmers Milling and Elevator Co. 
of Palmyra, Wis., is now living in 
lotus land. 
The lotus, dream flower of the an- 
cients and, through both pagan lore 


the water lily. Interested in all nat- 
ural phenomena, Mr. Kaiser watched 
the leaves, nurtured them, and kept 
both human and animal trespassers 
away. 
Large, Creamy Blossom 

Presently, they produced a blossom 
—large, double-petaled, and almost 
yellowish in its creaminess. The next 


and biblical teaching, the symbol of 
love and beauty, grows in over an 
acre of Mr. Kaiser’s property, close 
to his home on Spring Lake, near Pal- 
myra. Living in lotus land is a big 
change from working in a feed ware- 
house but Mr. Kaiser likes it well 
and, accompanied by his wife, he 
spends much of his time watching 
over his prize bed. 

Just how the lotus came to make 
its home among the more ordinary 
water lilies along the banks of the 
little lake near Palmyra, no one seems 
to know. And not the least puzzled 
is Mr. Kaiser, at whose back door the 
lotus has chosen to settle down. 

Strange Leaves Noted 

Twelve years ago, when Mr. Kaiser 
moved from Milwaukee to the quiet 
cottage on the banks of Spring lake, 
the lotus was there waiting for him. 
Mr. Kaiser didn’t know that it was a 
lotus. But a neighbor called his at- 
tention to the few peculiar large 
leaves” among the common lily pads 
in the water. 

The strange leaves were round and 
of one piece, with no aperture at the 
base of the stem as has the leaf of 
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Mr. and Mrs. Kaiser In Lotus Land 


year brought three blossoms and, with 
each year, the flowers and plants mul- 
tiplied until the first few sprouts had 
covered an acre of the lake’s surface. 

Horticultural authorities, among 
them members of the state conserva- 
tion commission, visited Palmyra, 
pronounced the flower a lotus, and 
added Mr. Kaiser’s plants to that 
meager list of lotus beds that includes 
one at Edgerton, one at Trempealeau 
and a few scattered along the Missis- 
sippi river. 

The rarity of the flowers and the 
vandalism with which they were 
picked for commercial profit prompted 
the state law that now forbids pick- 
ing the flowers or injuring the beds. 
It is only because Spring lake is a 
“made” lake and Mr. Kaiser owns the 
portion of it in which the lotus grows, 
that he is privileged to pick or not to 
pick, so far as his own flowers are 
concerned. 

Lotus Beds Protected 

Mr. Kaiser has “staked” his lotus 
bed in the lake. Protected on the 
shore side by the Kaiser home, he has 
raised signs on the outer border of 
the lake beds to warn away the care- 


THE FEED BAG—SEPTEMBER, 1925 


less boatsman. He does not permit 
rowboats among the lotus, because 
the oars injure the plants and some- 
times sever the flowers from their 
stems. 

He glides in and out among the 
plants with a tiny, one-man skiff, built 
by himself of white pine and covered 
with canvas, with just one small pad- 
dle to guide him. From the outer 
edges of the bed, he sometimes brings 
flowers and leaves of extraordinary 
size and beauty. 

“The blossom is not the only point 
of the lotus, beauty,” says Mr. Kaiser. 
“The leaf, too, is a masterpiece of nat- 
ural workmanship. Frequently, I have 
found them as large as 28 inches in 
diameter. 

Array of Diamonds 

“After a shower, one can always 
distinguish the lotus leaf from all 
other plants in the water. The drops 
of water rest upon the leaf, neither 
rolling off nor sinking into the texture. 
If the sun chances to come out di- 
rectly after the rain, the lotus bed is 
like a gorgeous array of diamonds.” 

No use has been made of the blos- 
soms in the Kaiser bed, except as they 
give pleasure to the eyes of the own- 
ers and of the hundreds of tourists 
who stop on Sunday, and occasionally 
on week-days, to view the flowers. 
The register kept by Mr. and Mrs. 
Kaiser for their chance guests, in- 
cludes names from almost all sections 
of the country. 

ART. LUEDTKE, manager of the 
Lomira (Wis.) Co-operative Co., 
brought his young son to Milwaukee 
recently to see the Board of Trade in 
action. Mr. Luedtke says business is 
good and reports-that his implement 
sales are especially brisk at this time. 
He reports that may farmers are 
buying small threshing outfits, two 
farmers often joining in the purchase 
of one machine. 


Gafke and Son at Basco, Wis., are 
building a new feed warehouse with 
a new electric power mill in connec- 
tion. 


NATIONAL SAUERKRAUT DAY 


Feed and flour dealers know Spring- 
field, Minn., best as the home of the 
Springfield Milling Co. but its chief 
claim to fame nationally, so its citi- 
zens say, is its Sauerkraut Day, which 
will be held this year on September 
15. The city makes elaborate plans 
for the entertainment of hundreds of 
guests at this festival and spends a 
considerable sum in giving publicity 
to the affair. F. A. Ruenitz of the 
Springfield Mifling Co. is hailed as 
“king” of the Sauerkraut Kingdom. 
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Cast An Anchor To The Windward, 
Financial Expert Advises 


Here’s Some Real Honest-To-Goodness Talk About Investments 
Written For You And I In Plain, Easily Understood Language 


By C. O. Skinrood 


Financial Editor, The Milwaukee Journal 


HE editor of this feed paper is 

| walking on solid ground when 
he says that every article 

which goes into the book must be of 
real service to the reader, not a mere 


collection of high sounding words 
which are of no real practical help. 


I think the editor of The Feed Bag 
is right, too, when he says that a lot 
of this talk about investments flies 
over people’s heads. Write us a story, 
he says, which will be real “hard pan,” 
a few simple facts, clear as a bell, 
which will not require a Choctaw in- 
terpreter to understand. 


Windfalls From Heaven 


Well how about these feed dealers, 
do they have any money to invest, 
was my next inquiry of the editor of 
The Feed Bag. I then gleaned the 
idea that feed dealers are a lot of hard 
working folk who haven’t much 
money, but they hope to have some 
by and by. They may expect a wind- 
fall from heaven. At any rate, they 
need to know something about invest- 
ments, I was told. 

That reminds me of a glib talker 
who came to see me not long ago 
about buying some stock in a sheep 
ranch in Wisconsin. Here was a 
speech maker whose tongue appeared 
to be loose at both ends and in the 
middle, too. He told me of the allur- 
ing sheep profits which were sure to 
come and how they might be a lot 
more if the price of wool and mutton 
would perform just right. 


Why Tell the Public 


If these enormous profits are in 
sight, was my query, why let the gen- 
eral public in on anything as soft as 
that. Here was a brand new idea in 
the investment field, a chance to make 
fabulous dividends and here it was 
out lying loose where any one could 
come along and pick it up. 

I asked this man how well the com- 
pany had done in the past as the little 
old account book of profits for a few 
years back would be the best test for 
profits in the future. 

“Well, you see,” he stated, “this 
company has not been going long 
enough to have any profits yet. Just 


give us time and we ought to make 
50 to 100 per cent.” 


Come Back In Ten Years 


Just at that moment I felt like giv- 
ing a little lecture. I asked the sheep 
ranch stock salesman why he did not 
call this a rank speculation instead of 
a sound investment, because that is 


Carl Skinrood, no doubt, is familiar to a great 
many feed dealers, who have listened in on his 
interesting series of talks being broadcast over 


Station WHAD, Milwaukee. Here is your 
opportunity to hear him from a more intimate 
standpoint. Mr. Skinrood will be glad to an- 
swer any questions you may care to ask him. 
Address C. O. Skinrood, in care of The Feed 
Bag, Milwaukee. 

what it really was. Here was a new 
concern with a lot of profits on paper 
and none in the treasury. Here was 
a man who knew more about air ships 
than he did about the wool business, 
> still he pretended to be an au- 
thority on all phases of the subject, 
from wool raising to wool marketing. 
I asked him to come back in about ten 
years and then I might buy some of 
the sheep ranch stock. 


All of which leads me to say to you 
feed dealers, when you start out to 
plant your hard earned dollars in some 
investment, don’t buy something that 
is so fresh and new that the concern 
hasn’t had time yet to start a system 
of bookkeeping. Buy in a concern 
five years old. Still better, buy into 
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some company ten or twenty years 
old; still better, something forty or 
fifty years old. 


History Reads Well 


If some business has traveled along 
through rain and sunshine, through 
good times and panic for fifty years, 
it has something pretty stable about 
it. If a concern can survive thirty or 
fifty years of hard knocks, it is be- 
ginning to be good enough for you to 
put some of your money into it. Let 
those who are fond of risks take on 
these new companies and ride along 
the rough road. 

Of course I know the United States 
is a new country. We are bound to 
have some young concerns. There are 
some strong concerns perhaps five 
years old, but don’t forget that the 
strong railroads like the Atchison, the 
Illinois Central, the New York Cen- 
tral, and the Burlington, are no mere 
youngsters of five years of age. They 
have been going for decades and they 
have survived and that is why a pur- 
chase of the stock or bonds of such 
concerns is a good investment because 
you have a little history to study and 
the history reads well. 


Judge Future by Past 


If a company has been making 10 
to 20 per cent for thirty or forty years, 
then you have a good criterion of what 
is likely to happen in the future. Next 
time some one wants to sell you stock 
in a fresh green investment, tell him 
that you are not as green as you look. 

So don’t buy into a new concern un- 
less you want to speculate. Let the 
other fellows ride the rough seas dur- 
ing the first few years of doubt and 
unsteadiness of any corporation’s his- 
tory. 

Now that sounds simple to buy 
stocks or bonds of an old established 
company. An old concern is surely 
stronger than a new firm which has 
not yet sprouted its first wings. But 
that little idea, if followed by all the 
people in this grand country of ours, 
would have saved some hundred mil- 
lions of dollars annually for small in- 
vestors. 

Now for commandment No. 2. Don’t 
keep all your money in the feed busi- 
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ness. Try and pry loose a few shekels 
and stick them in something a thou- 
sand leagues away from salt barrels 
and feed bags. Keep an anchor to 
windward. Take out $500 or $1,000 a 
year if you can and buy into some first 
class concern. I would not care so 
much whether you buy stocks or 
bonds. 

Full many a hard working merchant 
has suddenly found himself in a tight 
financial jam from which he could 
have rescued himself if he had started 
a little sinking fund in the years that 
went ahead. I know a live, enterpris- 
ing merchant whose business had to 
be taken over by a creditor’s commit- 
tee to save his reputation. By the 
dint of hard work and a lot of thank- 
less effort the business was saved and 
the merchant able to make a settle- 
ment. But it was an embarrassing 
situation for the merchant. In the 
minds of the public a creditor’s com- 
mittee is synonymous with  bank- 
ruptcy. My friend the merchant could 
have avoided all his gray hairs by set- 
ting aside a little, say twice a year. 
When the pinch came he could have 
tided over the situation and been able 
to catch his breath without even his 
closest friends being any the wiser. 
But he had absolutely nothing to fall 
back on. 

A Few Safe Investments 

Your first question is, where shall 
I put this money and feel reasonably 
sure it will be safe? Well, we have 
strong railroads and weak railroads. 
Some of them have gilt edged credit 
and standing and some not. Almost 
any one knows which are the strong 
roads financially. 

Or perhaps you might like to buy 
into the industrials. Now, you say, 


what are industrials anyway? Well, almost always mean high risk. Do 


industrials cover a wide field. They 
take in department stores, chain 
stores, steel concerns, factories and 
trading concerns of a thousand kinds. 
They cover a field almost as wide as 
industry. 

Or perhaps you might like to dip 
into public utilities. Here, too, are 
many strong concerns. Right now 
bond men will tell you this is the fa- 
vorite field for investment. It seems 
that people are buying electricity to- 
day on a scale never dreamed be- 
fore. They buy it in their homes, they 
use it to run factories. It is needed 
to run trolley cars. Gas, too, is in ever 
increasing demand. Concerns selling 
gas and electricity have been selling 
their wares so fast that in many cases 
they can hardly keep up with the de- 
mand. 


Talk To Your Banker 


So if you don’t know where to plant 
the $500 or $1,000 you are going to 
take out of your business on July 1, 
or Jan. 1, put it into some first class 
public utility concern. Your banker 
can easily name a dozen of the 
strongest utility concerns of the 
country. 

Then there are government bonds. 
Of course you know Uncle Sam al- 
ways pays his bills. You can’t beat 
his I. O. U.’s for safety. But the re- 
turns are only 3 or 4 per cent and I 
want you to get more returns than 
that on your little investment. About 
4 per cent is all you can get on good 
city and county bonds. 

How about foreign bonds? Well 
here, too, there are good and bad. 
These bonds often yield 7 or 8 per 
cent. That’s all the wary investor 
needs to know. High yielding bonds 


COTTON SEED MEAL 


NUT AND PEA SIZE CAKE 
ALL GRADES 


Registered in All States 


Quoting spot and 
future shipments. If 
you are not getting 
our quotations, we 
are both losing. Send 
name for market let- 
ters. 


MARIANNA SALES CO. 
MEMPHIS, TENN. 
Quality and Service Guaranteed 
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you want that? There are good for- 
eign bonds, of course, both govern- 
ment and industrial, issues. But un- 
less you are wise enough to pick the 
strong ones, let them alone. 

Public Utility Good 

So here is some plain, simple ad- 
vice, feed dealers. Take on some pub- 
lic utility investments as soon as you 
can. These concerns are growing by 
leaps and bounds. Their earnings 
grow day after day. These companies, 
when well managed, are making tre- 
mendous strides. Their securities will 
serve you well. 

Then when you take a few more 
shekels out of the feed business, try 
a first class industrial security. Then, 
still later, take on a strong railway 
issue. 

Don’t take on your bonds and 
stocks from some _ one traveling 
around, some stranger. He may blow 
the town and leave you stranded with 
a worthless piece of paper. Go to 
your local banker or bond man. He 
won’t run away. You can go back to 
him tomorrow, or next week, or ten 
years from now and give him a large 
piece of your mind if his judgment 
was bad. 

The banker is the man who knows 
investments. If he doesn’t know them 
he ought to know them. There are 
plenty of places now where you can 
get sound reliable advice on what 
securities to buy. 


The American Mineral Co. of Mon- 
roe, Wis., reports a steadily increasing 
demand for its product. This com- 
pany is looking forward to a very busy 
fall season. 


_ INSTALLING NEW MIXER 
The Wyocena (Wis.) Farmers’ Co- 


_ operative Co. is installing a new feed 


mixer for mixing poultry, dairy and 
hog feeds. G. W. Spear, manager, re- 
ports that his company is doing an 
unusually large volume of custom 
grinding business at the present time. 


Grain Futures 
1,000 Bushel Lots and Up 


Private Long Distance Phone 
Office and Exchange Floor 
Broadway 1738 


B. J. ASTON, INC. 
No. 9 Chamber of Commerce 
MILWAUKEE 
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FEED QUOTATIONS 


Standard spring wheat bran............ $26.50 
Pure spring wheat bran............... $27.00 


Standard Durum wheat bran 
Pure Durum wheat bran......... 


Standard spring wheat middlings.. . -$30.00 
Pure spring wheat middlings.......... $30.50 
Standard Durum wheat middlings...... $29.50 
Standard Durum flour middlings....... $32.50 
Standard spring wheat flour middlings. .$35.00 
Standard rye middlings................ $29.00 
Standard rye $34.00 
Standard Hed Dog $42.00 
Stangata hominy $34.00 
Standard cornfeed meal...............- $33.00 
349 pure old process oil meal.. re) 


43% pure cottonseed meal.... 
Regrowund oat feed. 
Gluten feed (f. 0. b. Chicago)......... $39.50 
(Prices quoted above are on a per ton basis 
for shipment in 100 Ib. sacks, carlots. The 
prices are in conformity with the market close 
on Tuesday, August 25, and are quoted accord- 
ing to the Milwaukee-Chicago rate basis.) 


MILL FEEDS Mill feeds have de- 
clined in the past ten 
days, due almost entirely to the very 
limited demand existing throughout 
the country. Underlying all, however, 
is a very strong undercurrent of 
strength. While considerable bearish- 
ness is evidenced among the trade, the 
tendency is toward limited declines. 
With a good demand nice upturns can 
be expected, due to the very limited 
stocks in dealers and jobbers hands 
and the hesistancy of millers to sell 
futures occasioned by very little inter- 
est in future flour purchases. All in 
all every one is timid, due to high 
values, but should the feed buyer 
change his attitude before the miller, 
an advance to fair proportions cannot 
be avoided. It seems to be a test of 
endurance. 


FLOUR Several declines in the 
price of flour during the 
past month, together with the fact that 
all jobbing and consuming stocks are 
low, resulted in some business but the 
volume continues small. Purchasers 
are still holding off and all bookings 
are for small lots with immediate de- 
livery specified. 


LINSEED 
MEAL 


Crushers report little 
demand for future oil 
meal consequently 
there is little interest on the part of 
the crusher to sell meal for future 
shipment. Jobbers say demand is 
rather light, and the concensus of 
opinion of all is that more linseed meal 
will be fed this year than ever before, 
due to the large home grown crops— 
which will need some high protein 
concentrate to balance the _ ration. 


Should any demand materialize—then 
a rapidly advancing market can be 
looked for. At the moment there is 
nothing in sight however—and linseed 
meal may be very steady. 


COTTONSEED Cottonseed meal— 
MEAL new crop is now 
being offered for 


October to December shipment at 
prices well in line with linseed meal. 
Crop is exceptionally good, and in the 
opinion of crushers prices are low. 
Mixers are inclined to believe in still 
lower prices. 

HAY Hay market is_ relatively 
good. Good bright hay is 
bringing around $19 Milwaukee— a 
large proportion of new hay being 
shipped in arrives in a heated condi- 
tion, and is selling from $12 to $14. 
Indications are that the $19 price for 
hay will not be maintained for any 
length of time. 


Seedsmen report that early 
shipments of clover seed are 
now being received at the various 
markets. From now on the receipts 
are expected to pick up and ware- 
houses which have been quiet all sum- 
mer are preparing for renewed activ- 
ity. There has been no _ material 
change in quotations. 


SEEDS 


WHEAT Cash wheat prices during 
the period of August 1 to 
21 experienced some very sharp turns 
with a net gain in price of about five 
to six cents per bushel during the 21 
day period. On August 7 wheat ad- 
vanced 6c per bushel with top prices 
on northern spring wheat $1.92 and 
top on the hard winter wheat $1.71. 
This was high day and the nearest 
wheat came to hitting the $2.00 mark. 
Millers continue paying good, big pre- 
miums for the northern spring wheat 
over the price paid for the hard north- 
ern wheat. 


CORN Cash corn prices show a 
loss of about 3c per bushel 
from August 1 to August 21 with No. 
2 yellow corn selling at $1.08% on 
August 1 as compared to $1.05% on 
August 21. The decline was gradual 
caused principally by a lack of demand 
for the cash corn. The feeder trade 
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are using less corn now as they find 
it profitable to substitute barley for 
corn as the feed barley is obtainable 
at prices $7.00 to $8.00 per ton below 
the price of corn. Iowa and Minne- 
sota reports very favorable prospects 
for a good crop of corn this year. 
South Dakota reports some sections 
hurt by lack of moisture but should 
have a fair average crop. 


BARLEY Cash barley experienced 
quite a set back during 
August with a decline of 8c to 9c per 
bushel during the period of August 1 
to 21. The better quality malting 
barley sold at 86c to 87c the first part 
of the month and gradually worked 
lower with the same quality of barley 
selling on August 21 at 77c to 78c. 
Receipts were liberal all during the 
month with a good run of Dakota, 
Iowa, Minnesota as well as Wisconsin 
barley. Maltsters were good buyers 
of malting barley and some business 
in export barley reported all along. 


OATS Cash oats prices were fairly 
steady during the month with ~ 
a range in No. 3 white oats prices from 
40c to 4234c during the period of 
August 1 and August 21. The high 
price was paid August 5th and low 
prices were reached August 17. Heavy 
receipts of oats reported in all of the 
principal terminal markets during 
August. The new crop oats from Wis- 
consin is of good quality this year— 
mostly grading No. 2 and No. 3 white 
oats as compared with No. 4 white 
oats of last year. Test weight is 
better—color is good and the oats con- 
tain less weathered oats. 


COAL Several factors in _ this 
period of unsettled conditions 
contribute to the firm, healthy tone of 
the present market: 

A gradual increase in buying activ- 
ity is usually looked for at this time 
of year, but the anthracite trouble, 
with the attendant possibility of a 
bituminous sympathy walkout has been 
a decided stimulus. 

The establishing of through rates to 
New England territory on Eastern 
Kentucky, West Virginia, Pocahontas 
and New River coals will offer a new 
opening to much of that tonnage which 
previously sought a western outlet. 
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Dock business might be disturbed 
in the event of a fairly prolonged 
anthracite strike which would cause 
eastern bituminous coals to substitute 
for anthracite in eastern markets. 

The demand for Southern and Cen- 
tral Illinois lump and furnace sizes has 
placed those operators from one week 
to 10 days behind in shipments on 
those sizes, and the market bids fair 
to continue firm. 


RYE Cash rye prices ranged from 

$1.00 to $1.06 per bushel dur- 
ing August 1 and August 21. That 
shows a gain of about 6c over July 
prices. Receipts of rye in the eastern 
markets have been very light. Some 
Wisconsin rye coming to Milwaukee 
and the Wisconsin rye this year seems 
to be of about the same quality as 
that of the last year’s crop. 


BUCKWHEAT Buckwheat prices 
show a decline in 
the month of August of 20c to 25c per 
hundred. Very little action to the 
market and offerings are rather light, 
and demand right at this time of the 
year is slow. Good Japanese buck- 
wheat worth about $2.25 per hundred 
in the Milwaukee market August 21. 


F. C. MEYER, sales manager of 
the Wisconsin Milling Co., Menomo- 
nie, Wis., stopped off at Milwaukee 


* recently enroute home after spending 


three weeks calling on the trade in 
Ohio. He reports that the crops 
everywhere he visited were wonderful 
and that the dealers and farmers are 
looking forward to a prosperous sea- 
son. 


Minneapolis Feeds 


By W. R. KUEHN 


Special Minneapolis Representative 


Minneapolis—(August 24)—In re- 
gard to the feed situation: While the 
market has displayed no definite trend, 
the undertone has been very firm. Both 
the ofterings and the demand have 
been so light that any change in either 
one has influenced the market easily. 
About the only feature during the last 
few days was the good call for mid- 
dlings. It seems as if the eastern mar- 
kets are bare of middlings and the 
demand from the Southwest, which 
has been coming in off and on for the 
past several weeks continue to be quite 
brisk. 

The larger mills here are all behind 
on middling contracts for August de- 
livery and there is some talk of a 
further squeeze. 

The bran market stays firm in spite 
of an irregular demand. Eastern 
buyers have spasmodically showed 
themselves and a few lots of lake port 
bran sold recently at $24.00, Minne- 
apolis basis. 

Offerings of wheat feeds from north- 
western markets will undoubtedly be 
much heavier a little later on in the 
season, but at present and for per- 
haps the next few weeks, the output 
will continue to be light and it is 
thought that a very firm situation will 
be in effect until well along into Sep- 
tember. 

So many of the larger feed jobbers 
and mixed feed manufacturers have 
their ideas pegged at $23.00. Minne- 
apolis basis, as the low point on bran 


| Buy 
PURITAN BRAND 


The genuine live reef crushed oyster 
shell for poultry. 


Packed in new 100 lb. burlap bags. 
CHICK, MEDIUM and COURSE Grades 


Quality and Service Unsurpassed 


All Goods Guaranteed 


THE CRUSHED OYSTER SHELL CO. 


BILOXI, MISS. 


for the season that unless there is a 
marked change of sentiment, it would 
appear that a good deal of buying 
would set in should prices decline to 
this level. Minneapolis jobbers have 
been steadily bidding $23.00 for season 
bran, but I believe no trades have been 
made at this figure recently. One 
small lot of season bran traded in to- 
day at $23.50. The buyer wanted 
more but was unable to purchase it. 
This trade was between jobbers. 

The linseed meal market has been 
weak, declining on pressure of new 
crop offerings. There were 94 cars of 
flax in Minneapolis today and mill 
operations should soon show a big 
increase. 

Quotations on feed stuffs today were 
as follows: Standard bran, $24.00; 
pure bran, $24 to $25; standard mid- 
dlings, $27.50 to $27.75; flour middl- 
ings, $32.00 to $32.50; Red Dog, $39.00 
to $41.00; 34 per cent linseed meal, 
$42.50 to $43.00. 


R. E. YORK of I. W. York & Co., 
Portage, Wis., was in Minneapolis four 
days last week calling on mills and 
jobbers and getting a line on condi- 
tions up there with special reference 
to the flour and feed situation. 


ART. SATRR, manager of the 
Knowles (Wis.) Produce & Trading 
Co., was a Milwaukee visitor recently. 
He reports a good demand for dairy 
feed and says business in general is 
very fair. 


EDDIE KOPPELKA\M, grain fu- 
tures broker at Milwaukee, is adver- 
tising in all the country papers between 
Elkhorn and Plymouth, Wis., for a 
white English setter. Eddie and a 
friend of his lost the dog while travel- 
ing on a train from Milwaukee to Iron 
Mountain, Mich. The dog has one 
black eye, Eddie says, and answers to 
the name of Teddy. He offers a $25 
reward for Teddy’s recovery. 


CEREAL GRADING 
COMPANY 


GRAIN MERCHANTS 


Orders for corn, oats, rye, 
barley, milling or feed wheats 
promptly filled. Try our re- 
cleaned, 37 pound No. 3 
white oats. They will please 
your trade. 


Operating Elevator “L” 


MINNEAPOLIS, MINN. 
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Give Unselfish, Personal Service And 
Forget Competition 


Business Is Sentimental—You Can Get More If You Give More; 
Do You Study Your Problems—Experimental Station Bulletins? 


By David K. Steenberg 


66 EN say business is hard,” a 

M prominent feed manufac- 

turer told me while I was 

in Chicago last week, “but it isn’t. 

Business is the most sentimental thing 
in all the world.” 

He was right. The sharpshooters 
in the commercial world today are not 
the truly successful business men. 
Fellows who drive sharp bargains, who 
stay just within the bounds of law, 
who subject the Golden Rule to any 
so-called rule of business, may make 
money for a time, but they never 
build permanently successful institu- 
tions. That type of man spends too 
much time watching the other fellow. 


From the Inside Out 


Watching the other fellow has 
never resulted in the building of a 
successful business institution or a 
great character. It couldn't. Things 
grow from the inside out, not from 
the outside in. A man can’t be right 
unless his heart is right—a_ business 
can’t be right, truly succesful, unless 
its inner organization is right. Don’t 
do as others do. Do as you know you 
would like to be done by. 

Of one hundred feed and flour 
dealers, whom the writer visited re- 
cently, more than half complained of 
competitive business conditions. The 
complaints of these fellows were all 
similar to the one who said: “This 
community is too small for three 
dealers. Just when business starts 
coming my way Smith cuts the price 
and about half of my trade goes over 
to him.” 


Unselfish, Personal Service 

“What do you do,” I asked. “Don’t 
you make any effort to hold them?” 

“Of course I do. I find out what 
he’s charging and cut my prices too, 
but then the profit is so small that I 
might as well close down.” 

Anybody can cut prices and get 
business that way. Nobody, however, 
can keep business by any such meth- 
ods. To keep business one has to 
offer something his patrons can obtain 
nowhere else. That can’t be anything 
concrete—it must belong to _ that 
sentimental realm of business—it must 
be personal—unselfish, personal serv- 
ice. - 


Unselfish, personal service is the 
greatest gift any man can offer his 
friends and associates, the most valu- 
able article any business can offer its 
patrons. Would you take the chance 
of getting what you wanted through 
purchasing from a sharpshooter if you 
could trade with a friend, eliminating 
all risk—for just a few cents more. 
Of course you wouldn’t and neither 
would anybody else. 


A Milwaukee broker bought a car 
of No. 3 yellow corn over the tele- 
phone the other day while I was in 
his office and when the transaction had 
been completed I asked him if he 
didn’t think he was taking a chance 
in agreeing to pay more than the mar- 
ket for corn he had not seen. ‘No,” 
he replied, “I’d just as soon pay that 
fellow No. 2 prices for No. 3 corn any 
day. He has never tried to beat me 
in any deal and when he says he has 
a ‘better than average’ car I am will- 
ing to pay what he asks.” 


Don’t Boast of Service 


“All my trade is satisfied with the 
type of service I render,” one dealer 
told me, “yet they’ll buy from Smith 
when his prices are lower.” This 
dealer’s stationery carries the slogan: 
“Service and satisfaction guaranteed.” 
By unselfish, personal service, how- 
ever, we do not mean the kind of serv- 
ice which merely guarantees satisfac- 
tion. Unselfish, personal service 
should guarantee more than satisfac- 
tion and when a customer is more 
than satisfied with what he is getting 
and how he is being treated at any 
dealer’s it takes more than a few cents 
difference in price to lead him astray. 


Service as a word is incorporated in 
too many business slogans and as a 
practice, really followed by too few 
business firms. When we urge dealers 
to render unselfish, personal service 
we do not advise them to go out and 
advertise the fact. That would do 
them no good. They would only be 
confused with the thousands of other 
dealers who have boasted of service 
ever since Noah Webster first ex- 
plained what the word meant. If you 
really do render unselfish, personal 
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service, that service will advertise it- 
self and your patrons will all find it 
out soon enough. 


Problems Need Studying 


One dealer asks: “What must I do, 
that I’m not doing now, in order that 
I may be classified as rendering this 
‘unselfish, personal service’? That is 
a question that cannot easily be an- 
swered and an answer that would be 
correct for one dealer would not 
necessarily be the right one for any 
other. We suggest that dealers who 
would ask this question first do the 
following things, understanding, of 
course, that they already carry a com- 
plete stock of quality merchandise: 


First: Forget that you have any 
such thing as a competitor. Compet- 
itors, at best, are merely perils of per- 
sonal weakness. 


Second: Set your own prices from 
your own costs. Never forget to add 
a fair profit. 


Third: Spend all the time that you 
formerly spent worrying about your 
competitor in studying your own busi- 
ness and the needs and problems of 
your patrons. A dealer who would 
render unselfish, personal service 
should have an intelligent and sympa- 
thetic understanding of both the busi- 
ness and personal problems of his pa- 
trons. 


Dealers Widely Criticized 


The most important of these sugges- 
tions is the third and the most import- 
ant part of the third suggestion is 
embraced in the word “studying.” The 
worst criticism which feed and flour 
dealers are subject to, today, is that 
which accuses them of not “knowing 
their business.” 


“Feed dealers are the most back- 
ward business men in the world,” the 
director of an agricultural experiment 
station told me the other day. “All 
but a very few of them have made little 
or no effort to keep abreast the times. 
I don’t know one who has kept 
informed on the progress of scientific 
feeding. They sell this feed or that 
feed over the counter knowing less 
about how it ought to be used or of 
what results should be obtained from 
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it than does the dumb animal who will 
eat it.” 
The Boomerang Returns 

Other interested persons, in many 
cases, have much the same opinion of 
the feed dealer. “The dealers com- 
plain about the farmer buying cheap 
feeds,” one feed manufacturer told me, 
“when they themselves are the biggest 
price hunters in the world. In gen- 
eral, they'll buy any feed they can get 
at a price and recommend it to their 
trade regardless of what they may 
know or don’t know about its actual 
feeding merits. It’s folly to try and 
educate them.” 

These men, the agricultural expert 
and the feed manufacturer, were severe 
in their censure. We believe that every 
feed dealer is intensely interested in 
what results the farmers may get from 


feeding his merchandise. We know 
some dealers who are actually study- 
ing these problems and believe that 
the majority would join the ranks of 
these leaders if the matter. was put up 
to them properly. 
Farm Science Changing 

E. A. Birge, president emeritus of 
the University of Wisconsin, recently 
wrote: “Of all industries the farm has 
been the most conservative from time 
immemorial. Yet today few industries 
are changing more rapidly both as re- 
gards the management of the farm 
itself and as regards the relation of 
the industry in the general scheme of 
society. This is largely the result of 
more than forty years of work in ex- 
periment stations, liberally supported 
all over this country both by the na- 
tion and the states. * * * Almost count- 


LIVESTOCK 
Iowa Dairy Feed 
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Hominy Feed 

Cracked Corn > 
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POULTRY 
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Golden Buttermilk Growing 
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Golden Egg Chick Feed 

Iowa Scratch Feed 
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MIXED CARS OUR SPECIALTY 
Operating Mill and Elevator at Cedar Rapids, Iowa 
Wire Cedar Rapids for Prices on Corn and Oats 


Wisconsin Representative, Paul B. Clemons 


Madison, Wis. 


Order Now 


“*The Double Purpose Grit’’ 


Grain and seed dealers the country 
over who handle PEARL GRIT 
are doing an ever increasingly 
larger business because PEARL 
GRIT never fails to give satisfac- 
tion. 

Repeat orders follow invariably 
when once tried. 

PEARL GRIT is a hard white 
limestone grit and the high lime or 
calcium content increases egg pro- 
duction and makes healthy poultry. 
Recommended by feed experts at 
the experimental colleges. 

Write for prices and information. 


THE OHIO MARBLE CO. 


P. O. Box 911-A, Piqua, Ohio 


less problems are pressing for solution 
and the future, we are sure, will bring 
as many more of its own. Years will 
pass before agriculture finds a broadly 
complete basis in science.” 

If Mr. Birge is right, and we believe 
he is, the necessity of studying this 
constantly changing business of farm- 
ing is at once apparent. If you expect 
to sell feed for a few cents more you 
must know, and be able to explain to 
your patrons just why it is worth those 
extra pennies. Buyers of today all ask 
to be shown and _ successful sellers, 
therefore, must always be able to fur- 
nish the required proof. 

“But, the proof is in the feeding,” 
one dealer reminds me. “You can't 
say one feed is better than another 
unless you have actually tried both 
feeds under identical conditions and 
checked the results. We, as dealers, 
can’t do that.” 


There Is Only One Test 

This dealer is right. The only way 
to tell anything about a feed is to feed 
it and check the results obtained with 
those achieved through feeding some 
other feed. Dealers can’t perform 
these experiments but they can encour- 
age farmers to do so and they can, at 
no cost to themselves, reap the bene- 
fits of such feeding experiments as are 
being conducted every day at univer- 


E. J. KOPPLEKAM 


GRAIN FUTURES 
373 Broadway 
MILWAUKEE, WISCONSIN 
Phones Broadway 32, Broadway 783 
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Twine Needles 
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Fredman Bag Co. 
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MILWAUKEE, 
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sities and agricultural experiment sta- 
tions. 

The federal government, every state 
and every agricultural college all main- 
tain experiment stations at which they 
test the relative merits of various 
feeds and formulas by the actual feed- 
ing of these feeds. Some dealers and 
manufacturers, too, have an idea that 
experiment stations work only with 
test tubes and in chemical laboratories. 
That is not so. The stations all have 
expensive herds and flocks and before 
they promulgate any of their theories 
they actually test them on live animals 
under normal farm conditions, not only 
once but several times. 


Experiment Station Bulletins 

Every dealer who does not subscribe 
to the bulletins of these experiment 
stations is passing up a big opportun- 
ity—practically his only chance of 
keeping informed as to changing farm 
and feeding conditions. 

Of recent years, for example, there 
has been much talk concerning the ill 
effects of feeding white corn as com- 
pared with yellow corn and during the 
past year the experiment station at the 
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DUHNE & CO. 
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Salvage Grains 
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M. G. RANKIN CO. 
Grain and Feed 
Chamber of Commerce 


MILWAUKEE 


NEWTRIO 
DAIRY RATIONS 


Manufactured by 


NEWTON FEED COMPANY 


Milwaukee, Wisconsin 


University of Wisconsin has given 
this matter considerable attention. 
After many tests they have reached 
the conclusion that stock may be 
safely fed white corn when they are 
also receiving plenty of good hay, 
such as alfalfa or clover. White corn 
may also be safely fed to stock which 
is receiving good pasturage. When 
neither hay nor good pasturage is pro- 
vided, however, yellow corn and not 
white corn must be fed as white corn 
does not provide necessary fat-soluble 
vitamins. Good hay, pasturage and 
yellow corn contain these necessary 
vitamins. 
An Example of Service 

All this information is contained in 
a special circular issued recently by 
the University of Wisconsin and while 
it may be “old stuff” to some dealers 


it is undoubtedly new to many. Sup- 
posing it is new and that one of your 
dealers is having bad results with 
white corn. After reading the bulletin 
you could correctly advise him to add 
alfalfa to his ration. Perhaps this 
information would deprive you of a 
yellow corn sale, but it could not but 
help you in the long run. 


Any dealer who spends just a little 
of his time each week studying feeding 
science and who then applies what he 
learns, therefrom, in the conduct of his 
business will soon build a trade which 
no price cutter in the world could ever 
lure away from him. 


CHARLES NUMMEDOR, promi- 
nent dealer at Waupun, Wis., recently 
returned from a trip through Iowa. 
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You Can Pay More—BUT You can- 
not buy Better Feeds than SQUARE 
DEAL FEEDS. 


Get our samples and prices on 

" SQUARE DEAL FEEDS, and any- 
thing else you need in the feed and 
grain line, before buying your next 
mixed car. 


THE DADMUN COMPANY 

Manufacturers of High Grade Feeds for Poultry, Calves, 
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WHITEWATER, WISCONSIN 


Storage Capacity—1,500 tons sacked feed, 35,000 bushels 
bulk grain. 
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KURT. HUEBNER, feed and grain 
dealer at Forest Junction, Wis., until 
recently when he traded his business 
for a farm, has now again traded his 
farm for the feed and grain business 
of Thomas Hayden at Cato, Wis. He 
will take immediate possession. Mr. 
Hayden has been in business a good 
many years and will retire. 


L. E. CRANE, nationally known 
dealer at Chippewa Falls, Wis., is 
building a new flour and feed ware- 
house at Edgar, Wis., on the prem- 
ises adjacent to the Blodgett cheese 
house. Mr. Crane’s slogan is very 
catchy, being: “L. E. Crane Sells 
More For Less.” 


Quality Versus Price—Cheap 
Feeds Always Costly 


(Continued irom Page 8) 

When any man offers to give you 
a “just-as-good” product at a lower 
price, look into the matter carefully. 
When anybody offers to furnish you 
the equal of standard, good-as-wheat- 
in-the-bin material for less money, you 
can be dead sure that immediate or 
ultimate service—often both—is want- 
ing. The low price is put forth to try 
to overcome or outbalance this funda- 
mental lack. Always remember that 
you can’t obtain gold at brass prices. 

You can’t point to any man who is 
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| Eating is a Science 
| 


Because you are particular in choosing your own food, 
exercise the same care in selecting feed for your poultry. 


DARLING’S MEAT SCRAPS 


The Standard of Quality 


State Distributors 


LaBUDDE FEED 
& GRAIN CO. 


MILWAUKEE 


Page Eighteen 


Prominent poultrymen and dealers everywhere recommend 


DARLING & COMPANY, 
UNION STOCK YARDS 


CHICAGO 


J 


THE FEED BAG—SEPTEMBER, 1925 


a pronounced success in any industry 
who made his success by selling 
inferior goods. You can’t point to a 
broad-gauged man who is a price 
cutter, because he knows efficient 
service is worth a given sum to the 
purchaser, and he asks and gets his 
due. The real truth of the matter is 
that no man really argues price be- 
cause he is so keen to get a lower 
price than anyone else, but he does 
want to feel sure nobody is buying 
that identical thing at any lower price 
than he is paying. 

If you are giving good goods and 
good service, you should insist upon 
a fair price—it is the only way you 
can exist permanently. Good goods, 
good service and fair prices lie at the 
root of the success of such houses as 
Marshall Field & Co., Wanamaker, 
Dodge Manufacturing Co., American 
Rolling Mill Co., International Har- 
vester Co., in fact, any enduringly 
successful company or individual you 
can call to mind. 


The man or company who doesn’t 
make or distribute the best goods, give 
the best service, secure a fair price and 
have an aggressive square deal policy 
isn’t honest and will fail as surely as 
the sun shines. 

This is strong language—ponder 
over it. 


J. J. PEACOCK, prominent dealer 
at Oconomowoc, Wis., was a partici- 
pant in the night-gown parade at Rice 
Lake, Wis., where he was stopping 
when the hotel in that town caught 
fire recently. He was on a trip 
through northern Wisconsin at the 
time and had merely stopped at Rice 
Lake to spend a night. Mr. Peacock 
escaped without injury. 


Menomonie Milling 
Company 


Manufacturers of 


Barley Products and 
Feed 
Pearl Barley 
Our Specialty 


BYRON L. KABOT 
Secretary and Manager 


Menomonie, Wisconsin 
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New Bulletins 
Send For Them 


“Yellow Or White Corn—Which?” 
This bulletin discusses the compara- 
tive feeding values of yellow corn and 
white corn. It may be obtained by 
writing the Extension Service of The 
College of Agriculture, Madison, Wis. 


“Better Shipping Crates for Live- 
stock.” This bulletin, circular No. 
153, was published by the Extension 
Service of The College of Agriculture, 
Madison, Wis., in cooperation with 
the United States Forest Products 
Laboratory. 


“A Winter Course For Farm Boys.” 

This bulletin may help you render 
personal service to one or two of your 
clients. It describes the various 
course of study to be followed at the 
short course sessions of the winter of 
1925-1926. It may be had by writing 
the College of Agriculture, Madison, 
Wis. 


“Feed Poultry For Profit.” A val- 
uable circular (No. 20) written by A. 
C. Smith of the St. Paul (Minn.) Uni- 
versity Farm. Mr. Smith contends 
that five classes of foods are abso- 
lutely essential in a mixed feed. 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures’”’ 


Special Attention to Hedges 


Prairie Queen Flour 
Is Good Flour 


Let us show you Wisconsin 
dealers who say, “If we can 
get a customer to buy one bag 
of Prairie Queen he'll come 
back to buy a barrel.” 


SCOTT - LOGAN MILLING CO, 
SHELDON, IOWA 


BYRON L. KABOT, secretary and 
manager of the Menomonie (Wis.) 
Milling Co., visited friends at the 
Chamber of Commerce, Milwaukee, 
last week. Mr. Kabot is one of the 
most popular of all periodic visitors 
“on ’change” and his calls are always 
welcome. 


-has reopened 


SIOUX CITY OFFICES 
McCall-Dinsmore Grain Co. 
its offices at 628-629 
Grain Exchange Building, Sioux City, 
Ia. T. W. Peterson is manager. The 
Quin-Shepherdson Co. of Minneapolis, 
after an absence of several years, has 
also reestablished an office on the sixth 
floor of the Grain Exchange Building. 


The 


Get Our Samples and Prices 


Chamber of Commerce 


Barley, Wheat, Oats. 

able for Seed. ‘Mill Screenings, Oats, 

Mill Feed, Linseed Oil Meal, Ground 

Barley, Ground Oats, Corn and Oat 
Feed. 


We specialize in service to the feed trade. 


STUHR-SEIDL CO. 


Rex Oats Suit- 


Minneapolis 


| 


| 


Direct mill shipment for prompt or de- 


ferred shipment. 


EXCLUSIVE DISTRIBUTORS 
SPENCE FLAX SCREENINGS 


|| PEARL GRIT 


| 
| SERVICE we offer through 
| 


Two Corn and Oat buying offices in Iowa. 


A warehouse here at Milwaukee out of 
which we can ship split cars of anything 
in the feeding line. 


MEAT SCRAPS 


BUDDY BRAND OYSTER SHELLS Datings | TANKAGE 


BONE MEAL 


WHITE BRAND NON-HARDENING SALT 


CREAM OF CORN GLUTEN 


La BUDDE FEED & GRAIN CO. 


MILWAUKEE, WIS. 
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MEL. WALKER of Plainfield, 
Wis., is starting a new feed store at 
Hancock, Wis. H. P. Walker and H. 
Premo are associated in the venture. 


FRED HAWES, eastern repre- 
sentative of the Quaker Oats Co., re- 
ports that business is better than it 
has been for several years. Hawes is 
an old-timer and a mighty good run- 
ning mate to Bob. Tyson. 


PROGRESS IN MICHIGAN 

Of the 732 cow testing associations 
in the United States on January 1, 176 
were Wisconsin associations. Michi- 
gan, the state next in the greatest num- 
ber of associations, increased her num- 
ber to 105 by forming 52 new associa- 

tions in the last two years. 


PIONEER DEALER DIES 
A. L. Gutheil of Waukesha, Wis., 
pioneer Wisconsin feed dealer, passed 
away about the middle of last month. 
Mr. Gutheil will be remembered by 
many as the originator of the famous 
but now dismantled Saratoga Mills. 


The Ashippun (Wis.) Lumber & 
Fuel Co. is building a new elevator 
which will be completed and ready for 
use about November 1. William 
Wiege, manager, does not believe that 
feed sales will be very good in his 
territory this year due to the fact that 
most farmers will feed their own 
crops. 


JAMES LYON of the J. E. Lyon 
Co., Unity, Wis., called at Milwaukee 
‘and made a few purchases from local 


100 Lbs. Net 


LINSEED MEAL 


PURE OLD PROCESS 


GUARANTEED ANALYSIS 


PROTEIN MINIMUM 34% 
FAT MINIMUM 6% 


FIBRE MAXIMUM 9% 


Dry Products GLASS CO. 


RED MINN. 


jobbers recently. He says the second 
hay crop has been exceptionally good 
and predicts that considerable hay will 
be shipped from Northern Wisconsin 
this: year. Mr. Lyon has been in the 
business many years and was _ for- 
merly owner of the Harmony Co- 
operative Produce Co. plant at Colby, 
Wis. 


W. F. HUGHES is now associated 
with the King Midas Mill Co. of Min- 
neapolis as Wisconsin representative. 
Mr. Hughes makes his headquarters 
at New Richmond, Wis. 


LOUIS PIERON, formerly a feed 
dealer at Belgium, Wis., and now 
prosperous proprietor of the canning 
plant at Belgium, called on friends at 
the Milwaukee Chamber of Commerce 
recently. 


L. G. CAMPBELL has taken over 
the Northfield (Minn.) flour mill and 
plans to begin its operation imme- 
diately. 


The City Mills Co. of La Crosse, 
Wis., has incorporated under the laws 
of Wisconsin with a capital of 250 
shares at $100 each. The incorpora- 
tors are William S. Sassman, J. A. 
Kletecka, John L. Haas and F.. C. 
Pfaffin. The company will buy and 
sell hay, grain, straw, feed, flour and 
other produce and purchase, manufac- 
ture and sell flour, feed, meal, etc., 
and operate a general merchandise 
business. 


The warehouse of the L. H. Pierce 
feed store at Plover, Wis., has been 
destroyed by fire. 


The milling property on the Omaha 
tracks at Rice Lake, Wis., known as 
the Craite mill, is reported to have 
been purchased by Harold Amodt of 
Deer Park, Wis. 


ALBERT BEIMER is erecting a 
new feed mill at Bloomington, Wis. 


Deutsch & Sickert Co. 


400-402 Chamber of Commerce 
MILWAUKEE, WISCONSIN 


and Distributors of 
High Grade Feed of All Kinds 


CROWN 


High Grade 


GROUND SCREENINGS 


1414% Protein, 8% Fat, 14% Fiber 
NONE BETTER 


Buy : Send Us 
Corn, Oats Your Grain 
or Barley and 

Here Hay 


Consignments—“To Arrive” Offers 
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MRS. J. E. RILEY, manager of the 
bulk and by-products department of 
the Three Minute Cereal Co., Cedar 
Rapids, Ia., called on Milwaukee cus- 
tomers recently. Mrs. Riley has been 
with the company for seventeen years 


LEO KEEGAN, one of the firm of 
Keegan Bros., Richland Center, Wis., 
was married to Miss Isabelle Sydow 
of Columbus, Wis., on August 18. The 
newlyweds stopped at Milwaukee 
while making a short wedding trip to 


CLASSIFIED 


Classified advertisements may 
be inserted under this head at 
25c per 6 point type line. 


and is a very pleasant woman. 


points of interest in the state. The 
Partner Wanted—Experience feed miller with 
Feed Bag congratulates Mr. Keegan $5,000 to $10,000 to invest in elevator and 
JOSEPH BACHNICK has _pur- and wishes the bride and groom much feed mixing plant in rich and growing dairy 
: happiness section in Wisconsin. Full details on request. 
chased the flour, feed and provision PP . Write Al2, The Feed Bag, Milwaukee. 
store of Mrs. Frances Gutsch at 1520 


Packard avenue, Cudahy, Wis. 


PAUL GEBERT, Jr. has taken ff | 
over the management of the Lincoln 


Milling Co., Merrill, Wis. L. TEWELES SEED COMPANY 


IT’S GOOD ADVICE MILWAUKEE, WISCONSIN 


| 
Herman Franke of the Franke Grain | 
Co., Milwaukee, has a very interesting | 


inscription on the walls of his winter 
fishing shack which reads as follows: 
“If the outlook isn’t good—try the up- 


look.” BADGER BRAND SEEDS 


KURTH FROEDERT, president of 


Distributors of the Celebrated 
| 
the Froedert Grain & Milling Co., | 


Milwaukee, is subdividing a large tract 
‘of lake property. The sale is reported 
to have attracted considerable inter- 
est among Milwaukeeans and the lots 
are selling fast. 


For 60 Years the Leading Seed House in the Northwest 


In a Class 
by Itself! 


Eliminates 


If It’s Advertised 
In THE FEED BAG— 


Quality Is Guaranteed 


competition of Every inch of space in 
old type mills The Feed Bag is sie 
—will increase in the interests of its 
trade on your dealer readers, conse- 
entire line— quently The Feed Bag 
develops new editors give just as care- 


business—more 
and better custom 
grinding! 


THE BOSSERT 
CORPORATION 
Utica, N.Y. 


The “Jay-Bee”’ Standard 
CRUSHER - GRINDER - PULVERIZER 


Meets Your Every Requirement 


The best mill made for grinding anything that grows to any degree 
of fineness — oats, fine to superfine—whole wheat to whole wheat 
flour—bran to the fineness of middlings—screenings pulverized to 
lose their identity —alfalfa hay to alfalfa meal. 


Lowest Power Consumption 
_ with Largest Profitable Capacity 


Minimum floor-space required—small installation cost—lowest up- 


keep. Styles and sizes to meet every requirement. Write for full 
description and prices. 


J. B. SEDBERRY, Inc. 


Chicago Office, 817 Exchange Avenue, Chicago, Iil. 
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ful attention to procuring 
good advertisements as 
they do to selecting inter- 
esting and helpful edi- 
torial material. 

You may be certain, 
therefore, that every ad- 
vertiser is trustworthy 
and reliable and that the 
products advertised are of 
highest quality. When 
you trade with adver- 
tisers, mention 


Che feed Bag 


“The Dealers’ Paper” 
Milwaukee 


Wisconsin 
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BUILDING NEW ELEVATOR 


The Archer-Daniels-Midland Co. of 
Minneapolis, Minn., manufacturers of 
linseed meal, have announced plans for 
immediate construction of a modern 
concrete grain elevator of 500,000 
bushels capacity, to cost $100,000, on 
its property adjoining the former Mid- 
land plant at Malcolm Street southeast 
and the Great Northern tracks, Minne- 
apolis. The new elevator is to be 
completed within four months as the 
most important addition in recent years 


THE FRANKE GRAIN CO. 


DROWNS IN RIVER Established 1692 
Henry Otting, Jr., son of Henry 
Otting of Otting Brothers, flour and GRAIN AND FEED 
feed firm at 1703 Fond du Lac Ave- 
nue, Milwaukee, was drowned in the MILWAUKEE, WISCONSIN 
Milwaukee River on Saturday, August 
22. The boy, accompanied by two 
cousins from Slinger, Wis., had gone 
to the river to fish. His pole dropped 
and slipped into the river and he 
drowned while attempting to recover 
it. The Feed Bag extends its sym- 
pathies to Mr. and Mrs. Otting in their 
bereavement. 


WILLIAM COUGHLIN, promi- 
nent dealer at Clymna, Wis., is remod- 
eling his plant and increasing the 


storage capacity of his warehouse. 


FROEDERT GRAIN & MALTING CO. 


Grain Merchants and Elevator Operators 


Operating Elevators at Milwaukee, Winona, Minn., and Red Wing, Minn. 
Members of Leading Exchanges 


WINONA, PLANT 
Elevator and Storage Capacity 2,500,000 Bushels 


Our prices are always in line 
Due to the fact that our operating expense is divided between our grain 
and malting departments 


Don’t fail to get in touch with us when again in the market 
We specialize in corn, oats, barley, poultry wheat. 


““We Ship What We Sell’’ 
Long Distance Phone Broadway 5600 -:- MILWAUKEE 
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For Best Results — 
Get Complete Coverage 


F . wien G in any ordinary trade paper, with its one 
subscriber here and its other subscriber there, is like using 

one finger when writing on a typewriter. In order to get 
best results, a stenographer uses all her fingers and an advertiser 
attempts to use a paper which is read by every possible purchaser 
in a given trade territory. 


HE Feed Bag is one of the very few trade papers which are 

read by every possible purchaser in their territory. Every 

issue of The Feed Bag is mailed, free of charge, to every 
flour, feed, grain, seed and allied products dealer, and the jobbers 
and manufacturers too, in Wisconsin, Northern Illinois, Upper 
Michigan and immediate adjoining sections of Minnesota, Iowa, 
and Indiana. The Feed Bag blankets its territory. 


N addition, The Feed Bag is practically alone in its field. There 
is no other trade journal edited solely for the dealers—all 
others portray the jobbers or manufacturers point of view. 

This fact, alone, has made The Feed Bag an instantaneous success 
with its dealer readers. These dealers read The Feed Bag from 
“cover to cover’”—making it an unsurpassed advertising medium. 


feed Bag 


“The Dealers’ Paper’ 


86 Michigan Street MILWAUKEE 
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To ALL MIXED CAR BUYERS 


|MIDDLINGS 


| KING MIDAS 
+ Mit CoMPANY 


MINNEAPOLIS, MINN. 


KING MIDAS 


MINNEAPOLIS, MINN. 


